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' SUMMARY . ^ 

A study to identify the basic coiiipetCMicios required by Marketing nncl 
Merchandising graduates necessary to obtain job entry-level employment 
.wjasS conducted by Southwest .Wisconsiji Vocat ioilal-Techni cal Institute from 
.Ai^il to July, 1976. . . 

Nine'ty survey:?' were mailed^ to gradifates and their employers frpm^ 
Wiscoiisin vocational education districts. Forty of these surveys were 
returned, representing a 44.4% response.. 



the results of this survey tepresents opinions of the employers 
and graduates' of tlie Marketing/Merchandising field in the vocational • * 
districts identified. The survey made no attenipt to detfi^rmine, the degree 
of G<^petency. in the skills by employers and employees or to compare the 
attitudes and opinions of these two groups but only to analyze the degree 
of importance and level of performance the .participants felt the listed 
skills held for job-entry placement (employment). 



INTRODUCTION 

^ . . ^ _ 

THK PROBL l'lM 

llierc has ^cen much written in ^ogiwd to competencies in general and those comi)Ctencics 

required for employment in the Marketing/Morehandisini; field. It is the task pf the edu- 

■ ' f 

cational institution and major instructor(s) involved to be faiihiJiar with the overall. 

^' 

if 

competent- ie.^- and more sj^eci f i cal ly be able to identify those skills necessary for 
entry- level empl oynient . 

GB^JHCTIVH 

The objective of this project will be to take^ a personal survey of the Marketing/ 
Merchandising graduates and their employers in the vocational districts of Indianhe?id , 
Blackhaivk and Southwest Wisconsin. This survey will identify: (1) the degree of 
importance and (2) the level of performance of the competencies identified as being 
taught in the vocational districts. The results will aid in evaluating those job 
sJcilTs listed as toj their importance in the Marketing/Merchandising curriculum. With 
this information, the districts should be able to better look at their existing 
programs in a. more critical light, providing for improved curriculum and instjructional 
1^. ■ • ' , " ' j ■ 



programs 
ACTIVITIES AND PROCFDURHS 



Thi^ project will^^)e conducted by the Southwest Wisconsin Vocational-Technical Institute 
Marketing Instru.ctor working with the Administrator of Research and Planning i^n 
cooperation with the. Marketing instructors and Research Administrator at Blackiiawk 
Technical Institute and Wisconsin Indianhead Technical Institute. A list of graduate 
amd their employers of the Marketing/Merchandising program at each institute J^il 1 bt 
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compiled. Hacli person listed will be luailcd a siii-vwy documont and ui)on ol)ta.ininK fthe 
results of tlie survey, data will be compiled and analyzed and i-ecommanda t i ons will bo 
l^roposed. . ■ 

1. 'Time Desi^'.n 

' ■■ ' ■ ' ' ■ 

Marcii - identify employei'S and par.t, ^^raduat ej/ 

cl"vi'lep (jiiest i onna i I'es v 

Ap]'i 1 to May - conduct the survey 

June - tabulate the results - analyze the data, aixl write the final repo7^t 

The coinpet((ney approach to .education is a re'l at i vel y .new method of instruction l)cin[j 
discussed today. *A11 facets of vocational education are now exam i n in^; i ts potential 
for their particul ar field. i'vom a review of literatiirc and the autliprs knowledge, 
it is noted that one of the leaders in developing, experimenting with and' util izat ion 
of th*is methodology is the Marketing/Merchandising discipline,^ " , 

' ^ • 4- . . ' . . 

Lucy C. Crawfort^'- work, "A Competency Approach to Curriculum construction in Dis- 
. tributive Teacher Hducation", identifies and ranks those competencies deemed nccessjiry 
for ci Distributive 1-ducation tcachcB<^ This provides direct correlation to the com- 
petencies needed by the students. In the study "The .Nature and Characteristics of 
Middle .Management in Retail Department Stores", Dr^ llarland Samson provides insight 
into the competencies needed for those otcwphtigpns indicated by the title. Dr. John 
J>^ichaePs, "An Analysis of Activities of Middle Management' Personnel in the" Retai 1 
Industry with Implications for Curricujtim Development" also does much to exdW^e the 



competency bascd^urriculum ap])roach . v 

The Interstate liistributive Education Curriculum Consortium (IDEQC) utilized many of 
the findings of thg abovl^mention'ed researchers in developing their competency based 
currijculum uti^lizing learning activity j>^ckages * (LAPS) . The work of IDECC has been 
the basis for fceveral inasteriS tliejis trying to analyze the, practicality of its- unique 

• ■ \ 7 ' > • . . * ■ 

methodology.. ^ - , . - 



l-ri^iu .*i i 1 this, tin* ;ml'+irO!' iliaws the lollowiii)* coiu'luiHon .uul rest .1 1 cMncnt oi' tho pro 
hliMii. (ioiniH- 1 riK i c:. or job skills is t hr w;\y In Took at vocational Ma rko t i nj'./Mc n liand i s inj; 
oili^'ation. How thoso job skills arc taui^;bt is not the (juostion. Tho ({uo!.tion ii. what ^ 
arc the nr».'cssary job skills I'o;- cnt i-y •- 1 ovo 1 pos.it ions, ami what level of jKM-formancc 
is lU'oiU'U. 




/ 
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Ml. {ll()|)(M.()(iV ' ' , . 

Ma iki'l i nii/MiMi,"h.uul 1 J 11^: j;r,uln:i t riiul I luM r (Miij) 1 oyrr'^ I'toiuiIk' I lurt* voral i iMia 1 districts 
Xs'vvc *.urvfyrtl to iIc 1 1 I'lii i ru' (\vy,Vi'r oi* ijiipori ante aiul prrfOrmanri' Irvt-l ol' skills 

% : ' ' - , ^ ' 

lU'i/diil tu obtain rntr)' lcvrl riuploynuait im Iho Ma rkol i nj^/Mr rt'haiul i i n^',. lirlil. 

'i'hc tiiirs t i oMiia i 1 r Avas L-.onstiiVird t'o I 1 t)K i iij; a rrvi rw of\lliv 1 i I c ral urt- , cxaJii i iia I i on of* the 
Ma rkrt i n)'./pk- 1 ihtnul i ^; 1 nr. cii r r i.tn 1 nms in i\\c districts, and \hv .1 n s t rue I i ona 1 ohjoclivr:;* 
est ah I i'slic-d l*o I'^aiia ) o r i>r-OiM*aiii iiniit^v^.. ('ontact was made* with rc^sprc'.^Mit at i^vcs fvoiw the 
district^; on j\uvL')nl>cr 1 , W^'/l^. 1 nt ro.hu;t i on to t lir survoy was made lo thv Atlvis.ory 
(!o!!)ni i t I ''i- on 1^' m'u)mI>' ■ r *J , liV/T). With inlormalion ^latlu'rtd thnni^'.h the above rc\suurces a 
•li-'.t o{ compri riic i ('■. was tievoloped.' Included with t Ivi s list of* skills were several 
•que^.tions dcsiiMied to provide some basic statistical infoi*mation on those surveyed, 
and also allow them to make sub i e4t i ve comments on the .pro^Tram and curriculum. 

On Ajij i 1 2y r.)7(> a coj)y of* this rou^^h draft was sent to tht* I'espectJvc districts for 
review. On Ai>ril 7, \[)7(^ the in:>trument was field tested on a [jroup of j^rcscnt working;* 
students. - s 

With the input from the above -sources, a final draft was constructqd and shared with 
this district's representative to the State Marketing; Advisory Committee, the res- 
pective districts, and- a selected ^roup of present ma^eting students. Their suggestions 
were desired to final i::e a survey that woyld be valid in evaluating job-entry skills 
and still be interesting and concise enough to facilitate respondent completion. 

A list of Market i ng/Merchand is ing graduates and employers were compiled by each district. 

These individuals were placed on a mailing list and received a copy Df the final 

f 

survey ' ins t rumen t . ^ - 

First mailing took place on Aj)ril 29, 1976. A second follow~uj) maiWug.to hon-rcspond<nits 
took place on May 10, 1976. 9 

c ■ ( ■ .■ • * ■ 



^ RliSrAlU!! AN|) I INhlN^S ANALVSi;: ' ' • 

'Ilu'* I o 1 I iHv I nj' liiuliti)','. .irr ha'-cil on \\\v ij^'Milts oi 1 oil y '.m \ . Ilit* v.iiiic i on u.i i ?»• . 

to iik-ntMy r hr iK\j:roo ol" i iiij)orl .nuo .nul N^vol ol" pr i rtMin.nu r ofvjul) ^Klll^, w.p. ir.ol lor 
both r.nlu.i I r •. ^ul cnii • 1 oy^f i*:. . A '.opa I t* i'ovm ;uul lotlrr w.i-. ir.cil. InVvvrr, to proviili'. 
iUv ojipiMt nn i I )' l"(»r tjrh )Monp to rt^ply to tuir'.l it)ns dosif.noii it) r-.t .il> I i \h '.Tut i I um I 
in i o rni.i I i i>n .nu! j'.iiin ^nhjci'livo t'oninionls uni([iu; lo each j'.rou|). '■ • . 

Nt?fuu.u 01 n:KS()\-; j ikm imim^ovs 

Vvow) tlii'T^ *.in-vt'yotl , tlu- zr oi" bnsincs'. opo i:i I. i ons r;uir.<.*(l from two cinployros 

to Ihrre Innul rc(l -'J.'lu- nuiiiNor o f ouij) 1 oyoc trninrtl in W i s ron s i n -voc at i on;i 1 schools 
ran^M'd f^om .'oro to i f ( y , ' ^ ^" , 

i-:Mn.'>vi.i!:; opinion oi* {;kai)ii\ti-,s , • • ' ^ 

The f()llouii)i' labU )'L-pro*;cnl lliu rc.'.ults of (jues t i on ttuinhc r 4 on the employer survey. 

"^""^-^ 

'I'he speeij'ie qtie^aion tales, "1 k>w una 1 i f i etl are voeultoual r.ehoo 1' "^i:;iclua I es in basie 
job ski 1 1 s?" / ' 

/ tabu: i ' • 

■ VOCXTIONAI, SCIiOOI. CiKADllATH QllALl )• lOAT f ONS IN BASK! JOB SKIlf^; 

Very Kel 1 Qiial i fi etl ""^ 

Wei 1 Qual i Tied ' SO/O 

Average ' 41.7 

IJnqiinii fied , 0,0 

The -fol Imvin^: twt) tables. Table 11 and Table III provide i n format i on on length of time 
employ(ul and salary ran^',e oV [graduates. ^ \ 

TABLH II ' ' 

' ^' . . LHNf/ni Ol- TIMi: HMIM.OVi:!) Wrill FIRM 

f 

Loss thau 6 months \ . ^ 2\ A% 

6 months to one year * 43.0 

• 1 to. 1'^ years . 7.1 

f . 1?2 to'2 years 7.1 ' . 

More than 2 years , 21.4 ^ . 
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TMWX. Ill . 
(JKAiUJATi;:; monimlv salakv 

* 

.$;()() - $si)o .-1 ^ - 

CirMMIMi onMi)^ Vm( \ 1 liv\Al/ SCIIOOl, TKAlv|\(i ' • "* 

'i hr^ 1\» 1 I ( Hv ui); l.ihlc. rrjurcMit t lit* ilt');f('r t>f t i t .ir I i on ol )M';hlii.it o:. r one c nn T) ); tlirii 

vocMl i « Ml. 1 1 t r.i 1 11 1 n . 



■/ "lAl;!,!. iV 

ll^)\v s.iti'.lioJ WK'vr yoii with your voc.it i un.i 1 school iTMinin);? 

ciiMicis " i/i:srt)Nsiis 

Sat isfirJ ' ' * • 00 A) ' ) 

|)i s-.al I f'u d ' 0.0 

liM'hly Di'-s.it isl'u-d 0.0 

• -J ■ 

Soinr .uMitiunal coiiwikiu jirovidi'd in .the r.uhia t es to exi>lnin t he t^^'ov.ponc^os were: 

I- the hi)*li ineoru.* Iu>^w t ion:, need i!u>re cnhieafion " > - 
have used ail in\' kncnvledi^e on tlie jol> 



> _ 



3- learned wiint I needed lo start out retail emj)loynuMit 

How ade([uate do you feel your lab and classroom facilities were? ' ^ 

(]HOH;_i-*^> : ^ KHSPONSnS ' 

IlipjiJy Adeciuate " * ^ 20.0^0 

A(lc(|uat e 73.3 
/ Inatlt'quaf^e . 6.7 

iJipjAy Inadec|unte 0.0 . , * 

Both cmj) lovers and p, raduates were provided with four oi)en ended ([iiestiorts to resj^ond*" 
to. These were designed to utilize the skills, experiences', and insij;ht of the 
graduates and cir.j) 1 o>'ers in examining several as]:)ccts of the Marketing', and Merchandising 



curricujujiK The responses to these questions will he found in, Ai-)pcndix ^ ^^nd J, 



I.XAMINM t)| I O'll'l 1 \\(\\ :; 



lilt' lollwuiiiv: l.il'li". will piovulc I hr ir.tilt'. k»l t lu' );>!» '.Kill MM v<*y (nun I Ik- loiu- 

f) 1 lU •^l , It .pi >n •■ < • »M tlx- ); I .iJiM I .Ilhl rni|) 1 »)\'f I . llnMr JI'C ,ll'(M'. Jll.it \\\ry Will* ^ 

a. lid to tp, 1 ri| »i • 1 t .1 IK r • .iiul Tr r 1 « u n. ru' r . 1 iiipo rt ;iiu' r'i'l(M". t i> how nrvos'^iny 

li.i\iu\; I lilt ••kill I •• lo cnliN' Itvtl ri:ip 1 o\ '11 1 . I' r r I o iiii. i nr r rrl\'r% (o I liv li-vtM of 
pc I 1 tM in.uh oj rhif pittuiiLii' (oiiijM'trrirN' Ili.M i urri-'.N.i !>' lor )ol) culiy. l-oi* 
I- \ .inp 1 , I lu- I 1 1 t \ p 1 11^ i^i.iy h'' V'tMN import, ml lor r-n t i)'- 1 rvr 1 omp I oyiiion t , hut t Ito 
po r ! o r-i ♦' l»r omIn' .ivrr.ir.o, ll is import, iiiT lor i n-.t riu- 1 lU'' lo know holh 

(»!' J. rit' ri.i to pf«'V''iV\' the 1m'-. t tr.iiiujnr.. 

A)\iiii, iH» .III.;, pi u.r. luio to I'oiitr.i'.t ro'.poir«r--. , Vir not tryiii)', to ooiiip;in* 

;ittitirlr < - j > i n 1 1 Mp. i) I t lu- t \:o ^M\>nps. Wr ;i ro ;mi. i 1 >' i ii); t ho -i ol) sk i 1 1 ncunli'd itfl' 



•Mt I V 1 ' v'( I j.>n'.it M)!)-. lit i! 1 /."l U}', iiipul froiii t ho I'onihinoJ )irc\^)s. 



Tahlc V'l tlwoii.'ji \. 1 I 1 ' p rov 1 Jo ;ni aii.i 1>':. i s of tho dat;i tahulatod on tho spooific 

t-oiiipM fii. If. M:r\t\oii. Ilio tiihlt^ K*i 11 display o;j». !i -ooiiipo t oiuy area with a rank 
iNtitriii)'. ;i(liio\t(! by i-oiiibiny. tho "r i'm t i i;i 1" and "vor)" important" rc'^poni-rf , from each 
oalo'i^M}-. A-'. \\[- aro lookin;; at those- ooinpL' t onr i ess noccssary for ontr)' Irvrl em|)loy- 
iiUMit , It-, is i\lt t h.+-t tJioso two ro'-jionsc areas will indicalT\ thosi^ conijio t enc i os 
dof mi ;cly luodt/d i ii tho r r i cu 1 urn , rioas.o- rofoi- to Appcndixs A-ll for <;oiiiplotc 
.ros^jjoa so*. . , . * 
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'•' TABLE VI •- ' 

Competency area - advertising , . ' - 





IMPORTANCE . 


Be able to: ' ^ , ^ , 

evaluate effectiveness of advertising* ^ 
* ,.plan and budget ady^tising allowances 

develop ad layouts, and write copy , ' . ■ 


55.6% 
' ' 4^.3 . 
34 . 5 








PHRFORMANCE 


« f '*.'"' 

Be able tof . - . . • 
• ' evaluate^ effectiveness of advertising 
.develop ad layouts, and write copy 
plan and budget advertising allowances 


51.6% 
•50.0 ^ • 
48.4 


' ' . " ■ , ^ TABLE VII 

■ ^ coMPij^'ENcy Area - human relations 




. , importance 


Be able to: 

work "well with others . ' . 
•handle self well in problem situations 
adapt to personality and needs of customer 

develop personaUfty traits necessary for successful job performance 


94.8% 

94.1 

91.1 

85.3 I 


- J ■ ' ■ ■ 






PERFORMANCE 


Be able to: , ' * ' 

«i . / ^ . . . 
develop personality traits necessary for succpssful job performance 

adapt to personality and needs of customer 

handle self well in problem situations . . ' 

work well with others 


91.7% • 
-91.7 
90.9 
87.2 k 
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TABLIZ-VIII 
COMPUTONCY AREA - COMMUNICATIONS 







Be able to: * / *^ 

gi.ve and. receive telephonb orders, complaints and' messages ♦ 

/.listen, follow and honvey directions' and instructions- 

Use forms 'and records necessary in inventory control 

use proper written communications in forme, reports, and business 
letters ■ ^, ^ ' * . 


} 97.0%' ■ 
96.9 - 
78.1 

72.7 


\ ■ ■ - • . • ' 




• . ' • • . 


- PERFQRMANCE 


Be able to: " * ' - ' > * " 

listen,, follow and convey' directions and instructions 

give and receive teleplione orders, complaints and messages 

use forms and records necessary in inventory control . . ' 

, use proper written communications in forms, reports, and business 
letters " " ^ 


97. 1% 
■ 94.3 
76.4 

,•74.3 , 


TABLE IX ' ^ . ^ 
/ 'C0MP12TENCY AREA - DISPLAY 




IMPORTANCE 


^- r ^ : 

Be able to: ^ ,f 
^^oordinate display with other forms of promotion 
plan, develop, and construct displ^ themes. 

effectively use point-of-salp jnaterial supplied by the manufacturer, 
otter, showcards for displ||^s . , . t. 


73.4% 
■ 63.3 
58.0 
51.7' 
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TABLE IX (continued) 
COMPl-TENCY AREA - DISPLAY 




Be able to: 



coordinate, display^ \'jith other'^orms > pf promotion 



7 



plan/ develop, and construct display themes' - Jl ^ 

effectively use point-of-sale material suppl^xed by the manufacturer 

letter showcards for displays - - * . 



•-^^ ■ \ TABLE' X ' . . 
COMPETENCY AREA - PRODUCT- AND/OR SERVICE TECHNOLOGY 



IMPORTANCE 



Be able to: , * ' 

interpret .the features of a product in' terms of benefits to the 
custoijier ' . . , ^ r ' 

interpret mercha^idise or service guarantees and directions to 
6ustomers . ' , ' 

seek out all pertinent product information ^ 

analyze products or fTervices in relation to current trends such as 
fashion or. style, innovations, etc. 



93.7% 

83/8 
77.4 

7l.O 



PERFORMANCE 



\ Be able to: 



interpret the. features of a product in terms of benefits to the 
customer , , 

interpret merchandise or service guarantees and directions to 
3 customers ' ^ ^ 

analyze products or services in relation to current trends such 
as fashion or style, innovations, etc. 

seek out all pertinent product information 



94. 1% 

87.9 

84.9 
78.8 
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TABLE XI 
COMPETENCY AREA - MATHEMATICS 



7 - .:( . J 


. IMTORJANCE 


■ . y ■ ' ■ ' 

Be* able to: ^ ' . ' 






make correct change 




' 91.0% 


fill out a cash recciDt reDcfrt ^ilfid Dreoare sales slio » 




90.9 


compute all discounts, sales tax and percdnts 

v.. will IJLi L LJl^ L ^.^J 1 O JL Wi i .^ii dJl \J 




74.2 




73.4 "* . 


ralnilnto inayininni rn«;1' 1'hai' mn hp naid- ■fo'r rprtain Drice^ lines 


if 




you know the markup percent - . ' . ^ 




67.7 ■ 


'compute cost of goods sold, groSuS^ margin, average inventory 




64,5 • 


compute distributions of overhead expenses * 




58.0, 


utilizing correct fonnula ^in computing markup problems 




56.7 


prepare and interpret an operating statement \ 

■ . ■ . V ' . 




43.8 


use metric system, f • ^ 




21.8 


* ^ - JmSB 




■) ' • ■ • ' 


, PERFORMANCE 


Be able to: ' . . 






fill out a cash receipt report ^and pr.epare sales slip 




94.1% 


make cprrect change ** > 




91.2 


compute the extension on an invoice 




84.4 


compute all discbunts, sales tax and percents 




84;0 


'^ut^lizing correcf'formula in computing markup problems 




78.1 ' 


compute cost of goods spld, gross margin, average inventory 




76.4 


calculate maximum cost tliat can be paid for certain price line's 


if 




you know the markup perccnt^t • ' , - . 




72.7 


compute distributions of overhead expenses 




" 60.6 


• 

prepare and interpret an operating statement 




' 52.9 • 


use metric system r 




20.6 
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' TABLE XII • 

ffOMPETENCY AREA - SELLING 



IMPORTANCE 



Be able to: ' \ . . • 

use proper techniques to increase the sale 

determine when to-^ approach and open wi^th ^ood approach 

handle objections effectix^ely ' 

determine where the* customer is in his thinking and guide 
.through the .buying process ' • 

handle non-buying customers - 

establish and maintain oa prospect 



him 




90. 6? 
.f 87.9 
. 87.5 

. 78.1 
72.7 
4-8.4 



PERFORMANCE 



Be able^to: • V ' 

^ ■ 

determine* when to approach and o'pen with good' "approach 



us'^ prSper techniques to increase the »ale 



dejermine where the customer is ^in his -thinking and guide 
Ijhrough the buying process 

har|lle objections effectively 

use|a good closing technic 

handle non-buying cus"bOmers v 

establish and mainta/n a prospect list 



him 



91. 5? 
88.2 

85.3 

85 '. z; 

82.4 
68.7 
51.5 



■ 5 
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TABLE XIII " 
COMPETI4NCY AREA -' OPf-RATIOI^S AND t^AGEMEN-T 



I 



IMPORTANCE 



Be at>le to| 



work within framework of policies and procedures 

effectively* ty^>ia and i:etrain employees / 

accurately handle and record ^^tomer payment of^ills, 

develop and maintain department or store merchandise arrangements' 
.V. in relation to floor spaci® and profit-s 

accurately ^check in merchandise against an invoice 

quickly route merchandise from receiving to sales dep^ir'tmentS' 

. recognize and handle shopliflMng ; f 

\perform job performance evaluations^' ; 

■ ) • " 7 

. p^Jan, develop, budget and schedule , for woyk force 
keep informed of pertinentstate and federal laws 

make a decision in accepting or rejecting a credit application 

.-offer analyzing determining factors ^ 

- i. . " ■ . ■ ■ ■ ■ c 

" work effectively with credit bureaus „ a. 



86.6% 



78.2 

- X, 
77.4 * 



76.7 
75.0 
'74.2 



■71.9 



r 



67.7 • X 

60.0 

57.5 



35.4- ^ 





r 
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.TABLE XIII (continued) ' • 
COMPETENCY AREA - OPERATIONS AND MANAGEMENT 



— — — — 


PERFOIMj\NCn 


Bq-able to: . ^ . . . - 




\ 


work within framework of policies' and procedures 


87 


.5% 


accuratel>ts^vandlc and record customer payment of bills 


82 


.3 


develop and maintain depxirtment or store merch-andise arrangements 
in relation* to floor space and pro:fi.ts 


81 


.2 


\ effcctiv.cly train and retrain employees 


76 


.5 


-. » ^ ^ ■ / " 
accurately check iu merchandise against an ijivoice ' ' / 

\. • ■ ' ■ 


76 


4 


quickly route merchandise from receiving to sales departments. 


7S. 8 . 


perform job performance evaluations ' ■ . • ' 


75. 


7 


pi an, -^.develop,- budget and schedule for /wprk force . . ^ 


67. 


8 ' ." 


recognize and" handle shoplifting 

keep informed, of pertinent state and federal laws 


64. 


8 ■'/ 


60. 


0 


^make a deci-sion in accepting or rejecting a "crcJ^it application 
" *■< offer analyzing determining factors 

- - - V •■ - '• ' ' , 


50. 


0 


work effectively with credit bureaus » , " - 
■ — ■■ : — 5 — i •' 


42. 


5 



19 



ERIC 



-16- 



NARRATIVE ANALYSIS 

Of the competency areas surveyed those of Advertising and Display had less concrete 
results. As indicated in Table VI on page 10 the competency ^^evaluate the 
effectiveness of advertising'* ranked first (53.6%) yet it ranked last in the 
critical golumn (14.3% see Appendix A). In Table IX on page n '^coordinate display 
vflth oth^r forms of promotion'' ranked number one (73.4%), and a close second in 
the critical column (see Appendix B) . ' In both competency areas Performance level . 
rankings corrcspK)nded with those of Importance. (A note on^the^ responses in the 
Advertising and Display*areas. This might indicate a^ correlation with' studies done 
by- Kohlman . (196^) and Grundle (1970) which found Advertis'ing and Display to be 



two of t"he courses forjuer students found least important to them.) ' 

t* ■ ^ 

In^Table VlTHuman Relations, each o^ the competency areas^identif ied carries 
strong support, both, in the. Importance category and Performance. ^This paral lels 
comments from both' employers and ^ormet students in the ..importance of Human o 



Relations "in the >Work setting. ' ^ 

Commuaications- competencies shown °in Table VIII show the ability of verbal 
commuhicatioiis to be extremely important. "Listen, follow and convey directions 
and instructions" (96.9%) and "give and receive telephone orders,, complaints and 
messages" (97.0%) ranked oa top^ in both Importance and Performahce?. ^ 

Responses to competency area - Product and/or Service Technology are displayed 
in Table X. "Interpret the featilres of product in terms of benefits to the 
customer" ranks first both in" Importance ('97.7%) l^nd Performance (94.1%). Response 
to the remaining three .c<^mpetency areas indicate^their ne^d^also. 
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The competency area of rllathematics, Table XI, again shows a close correlation 

between Importancts*' and Performance o^' the tasks; In the area of Marketing^.and 

•■ ~ * ' 

Merchandising it is really no surprise to see '^make correct change" and "fill out < 

c ' 

a cash receipt report and fill out sales'slip" rank^s high as they .do. With so 
many objectives in a mathematic program to accomplish this ranking of competencies 
should surely help^ to address priorities. One note Of extreme interest is the 
response to the metric system. At this point in time there is really no need to 
have a grasp. of it for entry- level employment according to the respondents. 

"Using proper techniques -to increase the sale" (90.- 6%) ^jl^an^^dd* nuirtber one in 
Table XII. It was clo3ely fol lowed 'by "determining ^en to approach and use a ^ 
good approach" (87.9-6), "Handle objectives effectively" J87.5%.) and "use^a good 
closing' technique (87.5%). Again Importance and Performance fqllowdd quite* 
closely, there is a change in rank order, but very small point separations to 
not>#3^ignificant . 



Table XIII provides^^thJ responses to^the cohipetenoyV^rea Operations and Management, 
Being abl'fe to "work within a framework of policies and procedures" ranked on top 
in Importance (86.6(f:) and Performance (87.5%). The remaining competencies wera 
quite close in response percentages. The least important competency according to 
the respondents was that of "working effectively with credit bure'aus". 



CHAPTER IV . - 

. ■ . ^ . . . . 

'CONCLUSIONS AND R ECOMMFNDATIONS . , 

The specific purpose 6f this study was to identify skills or-task'^ required for 
entry- 1/evel positions in the Marketing/Merchandising field. 

The findings' of^he survey are based on the responses of 21 employers and 19 ^ 
graduates, the individuals whp completed the survey were asked to ^respdnd to 
questions concerning their job, title, size of firfn and their x)pinion of the^ 
curriculum content of the Marketing/Merchandising programs in-^-the districts. The 



previous tables and discussion liave detailed the findings of the survey. 
CONCLUSIONS 

In reviewing the findings witli respDct the specific objectives of the study 
the following conclusions^ arc prpvid.ed: ' * » 

1- - There is a variation in degree and ty^e^ of skill-s needed for job-entry level 

employment between boisiness. 

2- Employers have found qual if ied^ workers in the vocational system. 

3- Graduates we^^e satisfied with their vocational school training. 

... 

4- Income levels for entry-level positions is relatively low however competitive 
with local and state average incomes for marketing entry- level employment . 

5- Gi:aduates felt labs and classrooms were quite adequate. ' 

6- In the Marketing/Merchandising area, both graduates and employers saw a need 
for on-the-job type training to supplement classroom instruction.^ , 

r i 

7- Ther? seems to be a correlation .between the degree of importance and level of 
performance needed for entry-level skills.. ' • * 

8- Personality, attitude, and human relations, are extremely necessary to 

V • 

function on the job as are specific job skills. • , 

9- The present Marketing and Merchandising curriculums seem to be doing an* 
a'dequate job at training employees for the job mark^. ^ 

22 < 



10- Job skills in advertising are not as importance as other 'competency areas, 

unless tlie person is involved directly in that field. . , 

ri- . At the .present time little concern appears f^r the metric system. 

12- It appears good verbal communication are deemed more necessary for entry- 

/- \ — 

level employment than are written ones. 

i - r 

L*^- Being able to-^work within a framework 0fpolici.es and procedure^ unique to 
the- business, operation i^ important. 

RECOMMENDATIONS - ' . : 

. V 

1- Continue with tive basic Marketing/Mercliandising curriculj^ms being 'present ly 

utilitized. " • V . 

2- Look at the advertising course offerings to make sure relevant entry-level - 
needs are being covered. 

3- In both one. year and two year programs, supplement classroom instruction 
with internsliip, on-the-job trailing, field observation, or lab experience, 
whenever possible. . * * • 

4- - Utilize related courses in communications' or human relations to highly 

reinforce major instructional area entry-level, job competencies. 

5- , Make sure matli classes are covering relevant 'jol^-entry competencies. 

6- Utilize people in the field to augment textbook instruction and advise 

\ 

on curriculum content. . ^ 

1- Utilize the findings to. set priorities in instructional oipjectives. 
8- Even thougli present curriculums appear to be doing the iob, they should^e 

evaluated and updated on* a continuing basis. < 
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APPENDIX A 
» COMPETENCY AREA - ADVERTISING 



i 



IMPORT/\NCE 



Critical 



Very 



Impt. 



Some 
Impt. 



^ery 
High 



PERFORMANCE 



High 



Average 



Low 



Be. able to: 



Bevelop ad layouts, apd write copy . 
evaluate "effectiveness of advertising 

t . ' 

plan and budget advertising allowances 



J 



14.5 
24.1 



39.3 
17.2 



41.4"^ 



25.0 



21.4 



31 



,1 



IS.. 6°^ 



9.7. 



22.6i 



34.41 



41.9 



25.8 



45.7% 



45.2 



38.7 



3.2 
12.9 
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APPENDIX B 
COMPETENCY AREA - HUMAN RELATIONS 







IMPORTANCE 


PERFORMANCE 

V- • ' 








Very 




Some 


V^ry • 












Critical 


Impt. 


Irapt. 


Impt. 


High 


High 


Average 


Low 


* 

fl 1 

>Be able to: , • • 

\ 














X\ 






WOIK Weil Wllfi OtficrS ' ^ 

• 




• 79.4% ' 


11.8% 


m 


0.0% 


64.1% 


r 


1?.8%. ' 


0.0% 


handle self well in prohlem situatioj)S 




, ' 64.7 


29.4 


S.9 


0.0 


48.5 


M2.4 


,9.1 ' 


o.o' 


adapt to personality and" needs of customer 


/ 


73.5 


17.6 


8.9 


0.0' 


6 . 


lU 


8.3. 


0.0 


develop personality traits necessary for success- 




















ful jgb performance ^ • 




64.7 


20.6 


14.7 


0.0 


55 5 


36.1' 


8.3 


^.0 

^ 



i 



4 



APPENDIX C , ^ 



COMPETENCY AREA - COMMUNICATIONS 





IMP0RTMCE . 


PERFORMANCE ■ 




Critical 


Very 
impt. 


Impt. 


Some 
Impt. 


Very 
High 


High 


Average " 


Low 


» \ 1 

1 

Be able to: . ' . 


















listen, follow and convey directions and 
* instructions . . '. . 


81.8% 


15.1% 


3.1% 


,0.0% 


65.7% 


■31.4% 


'2.9% 


0.0% 


give and receive telephone orders, complaints „ 
and messages 


^ 79.4 


^ 

17,6 


3.0 


0.0 


65.7 


28!6 


5.7 


0.0 


i 

.use forms and records necessary in inventory 
controf 


.56.2,. 


21.9 


15.6 


6.3 


.58.8 


17.6- 


20.6' 


J.O 


• 

use. proper written communications in forms, 
, reports, and -business letters , ^ 


45.4 


'27.3 


18.2 . 


9.1 

1 


45.7 


' 28.6 


17.1 ■ 


8.6 



29 



30 



APPENDIX D 
/COMPETENCY AREA - DISPLAY 





IMPORTANCE 


PERFORMANCE 




Critical 


^Very 
Impt. 


« 

Impt. 


Some 
Impt. 


Very 
High 


High 


Average 


Low 


Be able to: " 


















' n 

'plan, develop, and constn^bt display themes , . 


30.0% 


33.3% 


23.3% 


13.4% 


37.5% 


34.4% 


25.0% 


3.1% 


effectively use point-of-s^l-« material supplied 
by the; majiufacturer 


'41.9 


1^.1 


•25.9 


16.1 


; 34.4 


28.1 


31.2. 


m 

6.3 


letter showcards for displays 


* 19^4 


32.3 


38.7 


t 

9.6 


9.4 


46.9' 


37.5 


-6.2 


t 

coordinate display with other forms of promotion 


36.7 


36.7 


16.6 


10.0 


35.5 


. 41. ,9 : 


.22.6 

H 


0.0 



0 ' . 



J 
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APPENDIX E 

COMPETENCY AREA - PRODUCT AND/OR SEJWCE TECHNOLOGY 







IMPORTANCE , 




PERFORMANCE 


t 

.. - ,-. k 






Very 


impt. 1 


Some 
Impt. 


Very 

rugn 


Hign 


Average , 


Low 


c 

able to: ' ./ 




















interpret the features of a product in terms 
. of benefits to the customer 


65.6% 


28.1% 


6.3% 




64.7% 


29.4% 


. 5.9% 


0.0% 


analyze products or services .-in relation 
to current trends such as fashion or style,, 
innovations, etc. 


45:2 


25.8' 


^22. g ■ 


6.4 


48.5 


36.4 


12.1 


• 3.0 


interpret merchandise or service guarantees 
and directions to customers 


54.8 


29.0 


16.2 


OiO 


•60.6 


27.3 


12.1 


0.0 


1 

seek out all pertinent product information 


■ " 41.9 ■■ 


35.5 


19.4. 


3.2 


39.4 


39.4 


21.2 


0.0 
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■ APPENDIX F 

^ COMPETENCY AREA - MATHEMATICS 





IMPORTANCE 

» 


PERFORMANCE 




Critical , 


V Ci V 

Inipt. 


Irapt. 


Snmp 
Impt. 


Vptv 

Hi§h^ 


High 


Average 


Low 


Be' able to: , , ' ' 








* 










make correct change 


' 78^9% 


12.11 


6.0% 


3.0% 


79.4% 


11,6% 


5.9% 


2.9% 


. fill out k cash receipt report and prepare 
- sales slip 


IIJ 


18.2 


9.1 


0.0 


82.3 


'11.8 


5.9 


0.0 


/ ■ ■ 

compute/ the extension on an invoice /"^ 


56.7 


16.7 


20.0 . 


6.6 


56.3 


28.1 


12.5 


•3.1 


utiliiing correct forniula'in computing marlrf 
up problems ' ■ 


43.4 

A 1', 


13.3 


30.0 


13.3 , 


40.6 


37.5 


18.8 


3.1 


calculate maximum cost that can be paid for 
certain price lines if you know the mark- 
up percent' 


t 

'41.9/, 


'25,8 


22.6 


9.7 


33.3 


39.4 


21.2 . 


6.1 


compute co\t of goods sold, gross margin,- 
average inventory' 


< ' 38.7 


25.8 


19,4 


16.1 


38.2 


38.2 


14.8 ' 


8.8 


■\ ' ■ _ 

^' prepare and Interpret an operating statement 


25.0 


18.8 


28.1 


28.1 


20.6 


32.3 


35.3 


■11.8 


compute all discounts, sales tax and percents ' 


48.4 


25.8 


22.6 


3.2 


57.6 


27.3^ 


12.1 


3.0 


compute distributions of overhead expenses 


t 29.0 


29.0 


16.1 


25.9 


334' 


» 

27.3 


27.3 


12.1 


use metric system 


18.7 


,3.1 


21.9 


56.3 


17.6 


3.0 


29,4 


50.0 



APPENDIX G 





IMPORTANCE 




PERFORMANCE , 








Very 

inipu 


inipi . 


Some 
inipi. 


Very 
High 


High 


Average 


Low 


Be able to: • . • 




s 














' determine when to approach and open with good 
approach 


63.7% 


24.2% 


9.1% 


3.0% 


62.9% 


28.6% 


- 

8.5% 


0.0% 


determine where the customer is in his 
thinking and guide him through the buying 
process 

handle objections effectively 


50.0 


28.1 


21.9 ' 


0.0 


47.1 


38.2 


14.7 


0.0 


Db.o 


Z1.9 


12.5 


A A 

0.0 


58.8 


26.5 


14.7 


0.0 


use .proper technioues to increase the sale 


53.1 


37.5 


9.4 


0.0 


oU.U 


38.2 


11.8 


0.0 


use a good closing technique 


59.4 


28.1 


12.5 


0.0 


50.0 


32.i 


17.6 , 


0.0 


handle non-buying customers 

t 


42.4 


30.3 


27.3 


0.0 


37.1 


28.6 


34.3 


0.0 


establish ^nd maintain a prospect list 


29.0 


19;4 


38.7 


12.9 


24.2 


27.3 


45.5, 


3.0 
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APPENDIX F| 



COMPliTENCY AREA - OPflRATION* AND MANAGliMENT 





iMPOin'ANci; 


FliRFORMANCE 




Crit iciii 


V n ) 




I^lpt. • 


vci y 

iiipi, 


High 


Average 


Low 


Be able to: , 


















work effectively with credit bureaus 


?() (11, 




{ ■ 






i J. 






accurately handle and record customer pay- 
ment of bills 


« 

64, S 


12.9 


9.7 


12.9 


52.9 


29,4 


14.?" 


3.0 


keep informed of porticnt state and federal laws 

make a decision in accepting o'r rejecti^|g ai . 
credit application offer analyzing 
determining factors » 1 


33.5 

.J 


24.2 


15.2 


27.3 


34.3 


1 25.7 


25.7 ^ 


14.5 












i J«V) 


Ji. 0 


IR 7 


recognize and handle shoplifting t 


53.1 




15.6 


12.5 


44.2 


20.6 


17.6 


17.6 


quickly route merchandise from receiving to 
sales departments 


58.1 


16. L 


lU 


3.2 


45.5 


30.3 


24.2 


0.0 


accurately check in merchandise against an 
invoice 


56.2 


18.8 


12.5 


12.5 


52.9 


23.5 , 


20.6 


* 

3.0 


develop and maintain department or store 
merchandise arrangements in relation to 
floor space and profits 


4fi 7 




Ift 7 


0.0 






10. Q 




plan, develop, budget and schedule for 
work force 


' 33.3 


26.7 


20.0 


20.0 


45.2 




25.8 


( 

6.4 


effectively ttth and retrain employees 


,43.8 


34.4 


6.2 


15,6 


47.1 


'.29.4 


14.7 


8.8 


perform job performance evaluations ^ 


35.5 


32.2 


19.3 


'l3,0 


30.3 


42.4 


21.2 


6.1 


work within framework of policies 'and 
procedures 


63.3 


\ 

1 

23.3 


6.7 


6.7 


62.5 * 


25.0 


12.5 


0.0 



APPENDIX I ^ 



FORMER STUDENT RESPONSES TO THE FOLLOWING QUESTIONS: 



What job skills, if any, do you feel you should have received to fulfill your job tasks, 
that werconot covered in your vocational courses?^ 

Being in college I J^now.all of my liberal studies didn't transfer. 

I feel I, received a good education, I apply my school in g^^v eryday. Each company 
•does things differently so the general approach 'I receive^pfcji school, with a few 
alterations got me^ set. 

Since I am not getting that much use out of my voc-tech education at this time, 
I can't really answer this question. ^ . 

Computerized cash^ register . 

I am in printing and enjoy it - a complete course would have been good. Stress 
organisation of any job - this is very important I feel it helps a job to go 
a lot easier and" communicating effectively either in person, phone ar^letters. 

<^ ■ . 

Building displays in box styles and package goods, more hand \drawn signs, 
arrangement of shelf items, influence the buyer by persuasive 'means . 

Not all were cov^ered. 



Some type of on-the-job to have the 'opportunity to relate back problKms and 



seek answers 
None. 



When visiting retail stores - learn (more) about thjx bookkeeping methods from 
writing the initial order until the last step is fc^^'^wed. 

More public relatjLons, problem solving and a little insight on how. hard it 
really is out in the. eyes of the public. 

A little more work selling to the customer and the importance of it. ^ 

Preparation for handling people. Although this is not^ a job skill, it is related 
to work. But then again, what type of course could poSj^ibly prepare one in 
handling different attitudes and beliefs of others. 
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« 

What job skills, if any, do you feeJ were coyered that are not important to you in your 
present employment? 

My last- semester I felt was totally worthless, which is the reason I quit to 
, go to work. 

Grammar in English. The machines in math. 

Again, I can't really fully answer this question but--I do feel any job skills we 
covered in school were of some importance because otherwise we wouldn't have 
covered them. - , 

Human Relations course when I had it was of no value although J.t might have 
changCid by now. . 

Typing, Data Process - but I feel they are important. 

Many of the skills I le^arned I have never used in' the type of employment I have 
had. I think if I had went deeper into the field all the classes I had would 
have benefited my, career. ■ - 

Credit - oPersonal' Hygiene. ^ ^ 

COBAL cdiliputer pi gramming. 

%. 

As an employee, do you foresee in the future any job skills being necessary in your 
prfesent position that- are not now being taught in vocational programs? 

Refresher courses. • ^ ■ ' 

No. Unless there is a new program for "factory employees". 

More work with employer - employee relationships. 

Layou^- Graphic Art - maybe just a one year printing course - ^mera course - all 
^ or anyone of tliese are helpful in getting a job in the printing industry, 
f. ' M 

Positive mental attitude. 

I am not familiar with what, skills are being taught now. ^ 

- f ■ V- - . ■ 

Yes, I feel more importance should be taught in preparing advertising budgets and 
^ writing business letters. 

More accounting and advertising. ^ r, ■ 

The metric system. 
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Brief ly7\how would you change the present Marketdng/Merchandising prdg.ram t > nrepare 
a more p?ompetcnt employee? / ^ • ^ , 

Add more in stare training. Have the. students work in" the bookstore, checking 
merchandise in, pricing it and selling it. * 

Wliile the students were still in school I would give them some experience in 
the marketing field. At le^st'half of theii*^ last semester should be out on 
some kind of "on-thc-j ob" "training. (Like student- teachers) There, is no 
substitute for experience. Not orff^ would they gain a little valuable exper- 
ience, but also I think it woi^ld help theii chances of getting a job in the 
marketing field wheit they graduate (differt areas of the marketing field could 
be explored^'when' doing this.) 

-Much' more math. More human relations. ^ 

Stress organization and effective communicati»ons . 

Stress getting as much information ^bout what you are selling*. 

Understand people and their problems i,f one cannot do this he will get no 
personal satisfaction. 

■ Be eble to get along with other employees without losing your self-respect. 

In English or communications course stress situation X^^^"^pl^' introduce a 
product ,'^pay -biTl, public relations) letter writing not necessarily fictional 
or non-fictional stories. * . 

- An observation class to go and observe as many* retail operations and functions of 
^-'C'ertain operations being conducted in differe*nt locations and different sizes 
of operations from big to small. 

' ' ■•••-,> .... , ^ 

Have more display time.. , ' . 

- \ On the job training-«def initely . Maybe a course in what different- types of 
sales entail. To help a student decide what type of retail he or^ she could 
excel in. - 

As to'the questions previot^^^ asked I could only answer to the type of jobs I 
have had. Many things I have never used in my work, 1 could answer only the 
best I could. 

More observation of actual customer salesman relationships.. 

I would place less emphasis on grades and testing and more on learning in the 
field. Have more business persons spend a day lecturing and teaching the students 
their methods of handling book. work, customer problems and let the student 
spend several days in a business of their choice observing how the business is 
operated * * \ 
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\ J' 
EMPLOYEI^ RESPONSnS '\0 THE FOLLOWING QUOSTIONS : 

What job skills, if any, do you feel would be impprtant to the Marketing/Merchandising 
person in your employ that were not covered in vocational courses? 

I think they are very well covered if these students would just apply what they - 
learn - we know they learn it. 

More emphasis on writing business letters and good use of grammar in .general. 

My opinion is that too much theory- is used and >not enough practical experience - 

L believe that in order to learn retail one should start on the sales floor level 

and work up. 
%r ■ . 

Suggestions - selling the proper way - otherwise you are training clerks instead 
of salesment . « 

More on the job training - the best teacher is the job, 

v 

l\fhat job skills, if any, do you feel were covered in courses, that are not necessary for 
your business operations? 

All of them are necessary. * 

Advertising. 

Metric. ' 

None! Cannot learn or teach enough every phase is important- <^ 

Advertising, management*, purchasing. No owner or manager in his right miijd would 
require these skills until the student has developed (and demonstrated) his o\^m 
confidence and skills in dealing with people. 

Advertising, display and selling. 

Looking to th'e future, do you foresee any job skills being necessary for your type of 
business that are not being covered in vocational programs? . 

More math is needed. 

Yes - emploi^'er relations - I believe in the reverse pyramid system of management - 
i,e. The most valuable person on your staff is the sales person - they meet the 
customer. 

Inventory. 
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Briefly, how would you change, the present. Marketing/Merchandising program to |5rfepare a 
more competent employee ^or your business? 



Again - getting them to have confidence in what they learn and apply this 
knowledge - Employers all .needing new ideas foE adv. -dispu^ay-selliripand - 
merchandising. The more an employee can do to t burdens off dmSTloyer- * 
the better he likes it and the person will be prom6i..'l and^reccive salary 
increases as they deserve them. 

More basic iDath is needed. 

1- Retail is not a 40 hr. a week job. . ^ 

2- * All the theory in the world ean't n\^ke up for , common sense.. 

3- Merchandising a store takes co-ordination in all depts. 

4- A buyer is not a God. • . - 

Work an arrangement with employers to have part on the job training - for short 
periods while going to school. 

More oYr the job training. ^Working with other associates a^d customers. ' They 
must be al>le. to communicate with people. 

Improvement in developing the students ability to have confidence in his/her own 
ability to apply the fundamentals of Human Relations, Mathematics, Sell-ih^, 
Communicat4*ons and Reading Interpretation. A vigorous reqimen 'ot praciSgi^.^^drills 
with groups and individuals throughout the entire training period in applying 
the principles of these 5 subjects. Make these 5 subjects a religious devotional 
so that the student will not only learn the principles, but will have, a confidence 
to- knowingly . apply what they have learned. What people know and what they do are 
two different things (people smoke knowing that it will kill some of them yet 
they still . spoke) . 

I am favorably impressed with the job currently being done. 
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Dear Businessman: 

Southwest Tech*s Marketing/Merchandising program needs your helpIJ We 
want to make sure we are providing our students with the opportuni'/cy to 
gain the basic skills necessary for employment. Your rapid respoase to 
the following questionnaire will aid us in seeing that the objectives 
we are trying to reach are relevant and help us to identify are^/ that 
need more 'emphasis, or are not being covered at all. 

As a progressive businessman, your opinion is valued. Pl^se^ take the 
time now to fill out the survey and return it in the enclosed self- 
addressed envelope. A prompt response is needed and will be greatly 
appreciated. 

This qijest ionnaire will be handled in complete confidence! 1 1' 
Sincerely, ^ ^ ' ' , ' 

If 

Warren Hillmer . . Daniel Wagner, Administrator 

Marketing Instructor Research and Planning 



1. . Name of firm (optional) 



2. Name (l^ptional) and title of indi^ridual completing questionnaire 



3. Total number firm employs Hov jnany trained in Wisconsin Vocational 
Schools 

4. How qualified are vocational school graduates in basic job skifls? (circle one) 
Very Well Qualified We^Jl Qualified Average Unqualified 
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April 29, 1976 



Southwest Tech's Marketing/Merchandising prcfgram needs your helpl I We 
want' to make* sure we are providing our studen,ts with the opportunity to 
gain the basic skills necessary for employment. Your rapid . response to 
the following questionnaire will aid us in seeing that the objectives 
• we are trying to reach are relevant and help us to identify areas tl^at 
need more empliasis, or are not being covered at all. 

As a former student, your opinion. is valued. Please take the time now 
to fill put the survey and return it in the enclosed self-addressed en- 
velope. A prompt response is needed and will be greatly appreciated. 

- This questionnaire will be handled in complete confidence! I I Tear off 
at line if you wish to remove' your name. \^ 

Sincerely, , / 

Warren Hillmer ' _ Daniel Wagner, Administrator 

Markeing Instructpr ' * Research and Planning 



7 

1. ^ Vocational program title \ ] ,_ two year one year 

2. • Job title and conscription " 



3. Length of time employed with firm - (circle one) 

less than 6 months * 1% to 2* years 

6 months to one year more than 2 years 

1 to years . - 

^ 4. Monthly salary - 

$300-$400 $700-$800 ^900-$i,000 

$500-'$600 $800-$900 Over $1,000 

5, How satisfied were you with your vocational school training? 

' Highly Satisfied . 'Dissatisfied Explain: 

t Satisfied / Highly Dissatisfied " 



6. How adequate do you feel .your lab and classroom facilities were? 

Highly Adequate Inadequate . Explain: 
\ Adequate ^ , Highly Inadequate ^ 
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Lease circle the number following each statement which you feel is the degree of per- 
)nnance and level of importance each task has in terms of basic job^kills necessary 
)r employment. ^ ^ . • ^ 



(3 



PERFORMANCE 
l=Very High , 
2=H±gh ■ *^ 
. 3=Average 
A=Low 



IMPJQRTANCE 
l=Critical 
2= Very 
3=Important 
A=Some * 



ADVERTISING 
Be able to: 

develop ad layouts, and write copy'. 1 

evaluate effectiveness of advertising 1 

plan and budget advertising allowances '. . . . < .1 

DISPLAY . 



2 
2 
2 



3 
3 
3 



A 
A 
A 



J. 

1 2 
1 2 



3 4 
3 A 
3 A 



Be able to: * • 

plan, develop, and construct display themes 12 3^ 1*2 3 A 

effectively use. point-of-sale material supplied by 

the manufacturer 12 3 A 12 3 A 

letter showcards for displays .....i. X 2 3 A 1 2 3 v 

coordinate display with other forms, of promotion. ... 12 3A .12 3A 

HUMAN Ri:LATIONS ... 

Be able to : ^ * - . ^ 

.work well with others . . • . 1 2 3 A 1 2 3 A 

handle s^lf well in problem situations 12 3A '12 3 A 

adapt to personal*ity and needs of customer. .... .. 123A 12 3A 

develop personality traits necessary for successful 

job performance. 1 2 3 A 1*2 3 A 

mathematics' J . • 

Be able to: 

make correct change^ " . 1 2 3 A 1 2 3 A 

fill out a cash receipt report and prepare sales slip .123A 123A 

compute the extension on an invoice 12 3A 12 3A 

utilize ce)rrect formula in computing mark-up problems . 1*'2-3A 123A 
calculate maximum co^t that can be paid for certain 

price lines if you know the markup percent 123 A 12 3. A 

qompute cost of goods sold, gross margin, average ( 

inventory.-. . 4, • • • 1 2 3 A U 2 3 A 

prepare and interpret an operating statement 1 2 3 A 1-2 3 A 

compute all discounts , ^ sales tax, and percents 123A 123A 

compute distributions of overhead expenses 123A 123A 

use me tri^. system 1 A 1 2 3 A 
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SELLING 



PERFORMANCE 
l=Very High 
2"High 
3=Average 
A=Low ■ ^ 



IMPORTANCE 

l«=Critical 

2-Very 

3= Important 

4=Some 



1 
1 
1 

1 



2 
2 
2 
2 
2 



1 V2 



1 
1 

1 
1 



2 
2 

2 
2 



3 
3' 
3 
3 
3 
3 



3 
3 

3 
3 



4 
4 
A 
4 
4 
4 



1 2 3 , 4 
1 2 3 4 N 



Be able to: y» 

determine when to approach and open with good approach. 1 2 3 A 12 3 4 

determine where the customer is in his thinking and 

guide him through the buying process - . . . 1 2 3 ' 4 

handle objections effectively 1.2 3 4 

use proper techniques' to inctease the sale. ...... 1234 

use a good closing technique 1 2 3 4 

handle non-buying customers . 77) 12 3 4 

establish and maintain a pros'pect list. . rf"^ 12 3 4 

PRODUCT a|iD/OR SERVICE TECHNOLOGY ' . 

Be able to: 

i'nterjrft the "features of a product in terms of bene- 
fits! to the customer 12 3 4 

analyje'^products or services in relation to current 

tr^n^s such as fashion or style, innovations, etc. . 12 3 4 

interpret merchandise or service guarantees and - , 

directions to customers 1 2 3 4 "12 3 4 

seek out all pertinent- product information. ...... 1 2 3 4 1 2 3-4 

OPERATIONS AND MANAGEMENT ■ ' . ■ 

>r - ■ ■ ' 

work effectively with credit bureaus 1234 1234 

accura^tely handle and record customer payment: of-'* \ 

Hills 1 2 3 4 

keep informed of pertinent state and federal laws ... 1234 
maik6 a decision in accepting or rejecting a credit 

V; application after analyzing determining factors. . 12 3 4 

r^ognize and handle shoplifting ' 1 2 3 4' 

quickly route merchandise from receiving to sales 

I departments , 1 2 3 4 1 2 3 4 

accurately check in merchandise against an, invoice. ...1234 1234 
develop and maintain department or, store merchandise 

arrangements in relation to floor space and prcrfits. 1234 123 4- 

. plan, develop, budget and schedule for work force ... 1234 1234 

effectively train and retrain employees 12 34 12 3-4 

perform job performance evaluations .......... 12 3 4 1. 2 34 

work v^ithin framewotk of policies and procedures. .... 12' 3, 4 1234 

COMMUNICATIONS " ' ' • 



4 
4 

4 
4 



Be able to: ^ . ' - ^ 

listen, follow and convey directions and instructions, 
give and^ receive telephone orders complaints and 

messages • . • • • 

use fonns and records necessary in inventory control, 
use proper written coinniunications in forms, repeats., 

and busiWss letters • 
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12 3 4 

12 3 4 

12 3-4 

12 3 4 



1-2 3 '4 



1 2 

1 2 

1 2 

/ 



3 4 
3 4 

3 4 
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FORMER STUDENT 



What job skills,, if any, do you feel you should have received to fulfill your job 
tasks, that were not covered in your vocational courses? ^ * 

0 * 



What job skills, if any, do you feel were covered that are not important to you in 
your present employment? 



As an employee,^ do you foresee in the future any job skills being necessary in your 
present^^osition that are not now being taught in vocational programs? 



Briefly, how would you change the present Marketing/Merchandising program to prepare 
a more competent employee? 
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EMPLOYER 



What job skills, if any, do you feel would be important to' the »Mlftrketing/Merchandising 
person in your employ that were not covered in vocational courses? 

> . V ' 



IVhat job skills, if any, do you feel were covereci in courses that arfe not necessary 
for your business operations? 



Looking to the future, do you foresee any job skills* being necessary for your type of 
^business that are not b^ing covered in vocational programs? ' 



Briefly, how would you change the present Marketing/Merchandising program to prepare 
a more competent employee for* your business? "~ - ' 
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Arthur O'Neill - Owner ^ y^S \ 

O'Neill Shoei 
Main Street 

Platteville, WI 53818 



Bill Brown - Owner 

Brown ' s Smart Fashions 
Richland Center, WI 53581 



Robert Grinnell - Consumer Services Supervisor 

Wisconsin Power & Light Company 
Minef^l Point, WI 53565 

John Lalor - Chairman 

Business, Marketing & General Education Division 
Southwest Wisconsin Vocational-Technical Institut 
Bronson Boulevard 
Fennimore, WI 53809 
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AGENDA 

MEETING OP: Retail Sales/Marketing Advisory Coinmittee Meeting 

DATE AND TIME: December 9, 1975 "-. 7:30 p.m. 

LOCATION: Building 200 Conference Room 

1. Welcome and introductions 

2. Review and approval of minutes of previous meeti\ig 

3. Discussion of Supervisory Plan 

4. Discussion of present enrollment and program staXibs 

5. Recommejidation of alternatives 

6. Discussion of new programs 

a. One-Year Specialist 

b. Route Sales 

7. Placement report 

8. ' D.E. Scholarship 

9. Introduction of Marketing Research Project by 
Dan Wagner, Administrator, Research and Planning 
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Southwest Wisconsiii Vocational -Technical Institute 

Official Minutes 
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Meeting of: 
e and Time.- 
Location: 



Retai^Sales/Marketing Advisory Committee Meeting 
Tuesday, December 9, 1975 
Building 200 - Conference Room 



Members Present: Bob Grinnell 
Art O'Neill 
Bill Brov.Ti 
John Lalor 



Hillif^a 



Warren niiimer 
Lynn Reichert 
'Brooks Ott 
Dan Wagner 



^^^Mr^Bin °Lt" J^^^i\Sales/Marketing Advisory Committee was called to order 
Dy Mr. Bill BrouTi, Vice-chairman, at 7:40 n m Mr Jptup^ 9ni«e r>,.- "raer 

Tho minutes of the last Meting were discussed. One of the points brouoht out 

t" t %rrs::e:tLtu"s:"ai\n"trt T'^'- ^-^^-"^ the' ■:co°::endati„n 

semester course was initiated. The minutes were approved as presented. 

Wnn^R!^\'^r °" ^^'^ ^^^""^^ ^° discussed was the D.E. Scholarship Mr 
wLners t," r\':i: T'^^' °" '''' ^^"'^ scholarship. He talked £;ut the" 
U was decided toTav^r"" "'^"^^^"^ scholarship, and how they were chosen. 
tLt ever? nenber n7ry.l ^g^^n this year. Mr. Bob Grinnell moved 

Mr Art 5 Nem L 5 . ^°"™ittee contribute $15 toward the ■ scholarship fund, 
n?. ^^\ll.^«^°"ded It. The motion was passed by unanimous vote. 'DECA 

?Se wiiners'w n b'' I'' scholarships of $60 each can be "warded, 

ine winners will be chosen in the same way as last year. 

Lisor'^Tho^'T needed at DECA CDC competition in 

Co^i?t:rs";rs:^ °" "^^^-^ ^^'^ in the 



)iscussion was atso held on the DECA Diamond Fund 
:he students should solicit funds. 



Suggestions were made on how 



.l";iZl: theit o„n ad in the p^^e^ t^^ftt^Sct''" 
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Retail Sales/Marketing Advisory Committee Meeting 
December 9, 1975 / 

The Supervisory Plan was discussed next. The total enrollment in the Business 
and^arketing Division is 216^ Mr. John Lalor commented that most of the rooms 
are utilized from 7:30 a.m. to 4:30 p.m. There are plans being made to build a 
houise to contain three programs; namely, -home furnishings, child care program, 
and home management system. . r 

The placement report was given next. Overall placement for last year was 92.3%. 
Mr. Dan Wagner gave suggestions for follow ups in coming years. 

The next discussion was on recommendations of alternatives. The problem of the 
low enrollment in the marketing class was the major topic of discussion. Reasons 
were given for the low enrollment. It was taken into consideration that displays 
on marketing should be set up in different towns. . Mr. Harland Samson has looked 
into the marketing program. Mr. John Lalor said that he would get a copy of 
Harland Samson's report to each member of the committee when it comes in. 

Discussion of new programs was next on the agenda. Mr. Warren Hillmer gave a 
report on the one-year specialist course. How the class would be conducted 
was the major topic of the discussion. 

Route sales was ti^scussed next. Mr. John Lalor commented on the subject. We 
are one of two suci^^rograms in the state. This program is expected^ to start 
in 1977. It may ev^e^Kgia^ in 1976. 



Mr. Dan. Wagnclr talked about the Marketing Research Project. More money win be 
put into the /marketing area. He is trying to survey all the graduates of the 
marketing anfl retail sales area and all the employers who hired them. Mr. Hillmer 
has the resnbnsibility to make his recommendations for this report. 

Mr. *6ob Gplnnell moved .that the meeting be adjourned. Mr. Art O'Neill seconded/' 
it. Th^mfeeting was adjourned at 10:50 p.m. ' ^ 



Carol Kreiil, 
Recorder 



^ 
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